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Get direct access to the marine 
industry’s decision-makers. 

77% 67% 84% 79%

AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	

of Boating Industry 

subscribers read

every issue!

pass along their issue of 

Boating Industry to at least 

one other person.

approve or recommend 

the purchase of marine 

products in their businesses.

A dedicated, qualified audience 

who have been reading Boating 

Industry for more than 5 years!

GAIN EXPOSURE, BUILD 
BRAND AWARENESS, 
DRIVE SALES… just some 

of the actions that Boating Industry 

and its products, events and award 

programs can do for you. 

Reach the marine industry 

through Boating Industry. Our  

BPA-audited circulation includes 

marine professionals from all walks 

of the industry: 

 BOAT AND MOTOR DEALERS

 BOAT BUILDERS

 MANUFACTURERS

 SUPPLIERS

 DISTRIBUTORS

 MARINAS

 BOATYARDS

 AND MORE
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Published nine 
times a year, 
each issue of 
Boating Industry 
magazine 
reaches 
59,925* key 
decision makers 
at marine 
companies.

* 59,925 based 
on circulation plus 
pass-along.
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is your marketing solution            From industry leading  
research to content solutions.

Boating Industry

The industry’s leading educational event for 
dealers. Attend, exhibit, sponsor … just make 
sure you are there.

No other program delivers 
year-round marketing

CUSTOM MEDIA E-NEWS WEBSITE WEBINAR

9 STEPS    6 STRATEGIES    5 WAYS

6 METHODS    12 TIPS    5 REASONS

Boating Industry

INTELLIGENCE YOU CAN PROFIT FROM

JULY 2015  |  www.Boa t i ng Indus t ry . com |  $10 .00

EXCLUSIVE: 
ETHANOL RESEARCH

MARKET TRENDS: 

FRESHWATER FISHING

SOFTWARE GUIDE

  5 WAYS

DIGITAL
FITNESS PLAN

43 ways to jump start your digital 

marketing success. 
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BUILDING A 
PROFITABLE F&I 
DEPARTMENT

MARKET 
TRENDS: 
PONTOONS

WEB
SERVICES
GUIDE
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LAUNCH Analysis, data, solutions, news and 
perspectives to move your business forward.

www.BoatingIndustry.com

BY BRIANNA LIESTMAN

Margaret Podlich, president of BoatUS, was named the 2014 
Darlene Briggs Woman of the Year award winner at the Ma-
rine Dealer Conference and Expo, held on November 16-19, 
2014. Podlich is the 29th recipient of the award, which is 
presented annually to an outstanding woman who is actively 
involved in the marine industry.

Podlich was named president of Boat US in 2011. She 
began her career in the marine industry with BoatUS in 1994 
as the director for the former BoatUS Clean Water Trust 
and was promoted to vice president of government affairs in 
2005. Prior to 1994, Podlich worked on boating issues from 
an environmental capacity, developing many of the fi rst clean 
marina and clean boating initiatives throughout the country. 

The award fl atters Podlich, particularly because of the 

Margaret Podlich of BoatUS 
named 2014 Darlene Briggs winner

HOT SPOTS 

PWC growth continues to show its strength 
in Florida, with other coastal states 
following closely behind.

Florida 
continues 
PWC growth 
momentum
Personal watercraft are up 23.4 percent, 
continuing momentum as the hottest prod-
uct in the marine fi le, according to SSI.

Florida cities lead the pack with PWC 
sales, up 60.8 percent in Tampa-St. Peters-
burg-Clearwater, 48.9 percent in Miami-Fort 
Lauderdale and 46.4 percent in Orlando. Not 
far behind are Los Angeles, up 42.3 percent, 
and Charlotte-Gastonia, up 33.1 percent. The 
strongest growth presence among inland 
states is in Detroit, up 21.7 percent, which is 
likely attributed to quick access to two of the 
fi ve Great Lakes.  

Miami-Fort Lauderdale, FL 48.9%

Podlich has competed in a number of 
racing events with her Laser boat

Los Angeles, CA42.3%

Houston, TX 18.6%

Orlando, FL 46.4%

Charlotte-Gastonia, NC 33.1%

Tampa-St. Petersburg-Clearwater, FL60.8%

New York, NY21.3%

Dallas-Ft. Worth, TX 1.0%

Detroit, MI 21.7%

Minneapolis, MN 8.1%
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{ FUELS & ADDITIVES }

BY BRIANNA LIESTMAN

The presence of ethanol in fuel has 
influenced much of what the fuel 
additives market has chosen to 

offer its customers, and it is important for 
the whole industry to play ball and make 
sure consumers are buying the right prod-
ucts to provide the right solutions. 

In order for the consumer to be edu-
cated, the dealer must diligently educate 
him or herself on the additives sold in  
the dealership.

Jim Self, general manager, marine divi-
sion at Bel-Ray Company, LLC, said deal-
ers should be asking manufacturers how 

their additives specifically treat ethanol 
fuels. What does the additive do to prevent 
phase separation, corrosion and damage to 
the fuel systems? Does it solve for added 
water? How long will it keep the fuel fresh 
and stabilized?

“There is such a wide array out there, 
with a lot of them making claims that may 
or may not actually be true, particularly 
in the marine environment,” Self said. He 
added that dealers should be wary of addi-
tive manufacturers making claims that are 
scientifically impossible. 

“Some have claimed to prevent phase 
separation [and] I’ve heard people say 
that some fuel additives will reverse phase  

Solvent solutions
Manufacturers create products and standards for fuel additives

separation. Both of those, from what I’ve 
been told from our chemist, [are] impossi-
ble,” said Self. “You can help neutralize and 
slow down the effects of ethanol, which 
leads to phase separation, but there’s noth-
ing that can completely prevent it and 
there’s nothing that can reverse the effects 
once it’s occurred.”

Luckily, the National Marine Manu-
facturers Association is working on a cer-
tification program that would provide a 
standard for fuel additives. It aims to ensure 
products are protecting engines and con-
sumers and do what they say they will do.

“The consumers and the engine manu-
facturers want to be assured that any prod-
uct that they put in their engine will do 
what it says it does and it does not harm the 
engine, but protects the engine. We want 
the consumers to be happy boaters and this 
is one way to do that,” said Thomas J. Mar-
hevko, vice president of the Engineering 
Standards Department at NMMA.

Dave Grochocki, vice president of op-
erations at ValvTect, sees a direct need for 
certification in the fuel additives market.

“Some of the OEMs were having prob-
lems with the additive actually causing the 
problems with the engines because they 
were putting stuff into the additives – dif-
ferent materials and components – that 
were really not a good fix for the gasoline 
problems,” said Grochocki 

The NMMA originally expected the 
program to be complete and available to 
the industry this summer, but with new 
work on the alternative technologies fuel 
additives test program the NMMA is devel-
oping, the introduction could be delayed. 
The Fuel Additives Subcommittee has 
already defined the characteristics of the 
additives the NMMA will be testing and 
has identified the tests to be a part of the 
program, but work continues on a product 
approval system. 

Greg Dornau, executive vice president 
of Star brite, is glad to see the program 
be temporarily delayed because he be-
lieves the direction of the NMMA’s cer-
tification program was incorrect. Dornau’s 
opinion is that, rather than addressing 
the problems marine engines are facing 

Star brite uses  
QR codes on its 
point-of-sale  
displays so cus-
tomers can find 
more information 
and useful  
product videos.
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[ 17 Strategies of a Service Superhero ]

1.
Accountability builds 

loyal customers

Everyone wants their customers to be satisfi ed 
with the service work, but nobody’s perfect. Mis-
takes are inevitable but they don’t have to break a 
service department. In fact, 
how you handle issues de-
fi nes a service superhero.

Sam Dantzler has 
consulted with a number 
of marine and powers-
ports businesses, and he 
has seen fi rst-hand that 
it is not about whether or 
not the job was done right 
– it’s how the customer feels about the job not 
being done right.

“If you take accountability and take the hit, 
I still want to come back to you. Obviously, I 
want you to do the job right but you get a lot 
of latitude with the mechanics of the job if the 
customer service is over the top,” said Dantzler.

This idea inverts itself as well. A service de-
partment can complete a job perfectly but if cus-
tomers don’t like you, they won’t come back. 

2.
Customer-focused 
service writers

No one else in the deal-
ership builds or breaks 
customer loyalty like 
the service writer, says 
industry expert Valerie 
Ziebron. With as much 
time as a customer spends 
at the service counter in-
teracting with the service 

writer, it is paramount that whoever is in that 
position is cultivating trust. 

“That person is the face of the department,” 

said Tom Mack, president and owner of South 
Shore Marine.

A service writer should have a high capacity 
for information and be well trained in commu-
nication. He or she must know how to ask the 
write questions to transfer the customer’s infor-
mation to the technicians, and vice versa.

“Too many times we put emphasis on some-
one with technical knowledge in that position, 
and while that can be nice it’s more important to 
have someone with customer service and selling 
skills in that position,” said Ziebron.

A sales-focused service writer is just as benefi -
cial to the customer as it is to the profi tability of 
the department. Customers bring their boat to a 
marine dealership because they want to ensure 
their safety on the water.

“Sometimes our people at the service coun-
ter are afraid to sell. They see that as something 
that’s a disservice to the customer, when in es-
sence it’s actually a disservice to not upsell the 
customer – to not tell them everything that their 
boat needs,” said Ziebron.

3.
Use a warranty
administrator

At George’s Marine & Sports, the warranty ad-
ministrator is a liaison between the manufacturer 
and the dealership, as well as between the man-
ufacturer and the customer. The administrator 
knows exactly what is going on at all times with 
the customer’s unit and can translate information 

to the customer on the status of a warranty or 
whether or not a repair is covered.

“Communication has got to be forefront. You 
have to keep the customer in the loop no mat-
ter what,” said Jeff Wilcox, president of George’s 
Marine & Sports.

The addition of the warranty administrator 
has helped customer satisfaction climb at the 
dealership and was named one of Boating Indus-
try’s Best Ideas of 2014. 

For Wilcox, there is no such thing as over-
communication. A service department can easily 
be customer-friendly through simple outreach.

 “Even if it’s to call and say ‘I have no new 
information. I just want to reach out to you and 
say we haven’t forgotten,’” said Wilcox.

4.
Constantly train

your people
Training needs to be a top priority, according 
to Ziebron. It tangibly delivers dollars, customer 
loyalty and repeat business. The more you train 
your employees, the better.

Service superheroes should coach themselves 
on listening skills. The shop is a noisy place with 
any number of distractions that can take the 
focus away from the customer and their needs.

“We feel like we are the ones who need to be 
talking all of the time when we’re on the other 
side of the service 
desk, and that’s just 
not the way it should 
be,” said Ziebron, 
who also discussed 
these points during 
her “Turning Upset 
Customers Into 
Loyal Ones” session 
at the Marine Dealer 
Conference and 
Expo last November. 
“We should be ask-
ing good questions 
and the harder part is 
to genuinely focus on what they’re saying.” 

Empathy training is also important. Service 

Processes and profi tability drive the success of any 
service department, and we tend to focus on the technical 

aspects of the work: Create better procedures, do a better walk around, 
fi nd a new system to increase effi ciency.

Service, however, is a people-centric department at its heart, and customer service is the heartbeat. 
Providing excellent customer satisfaction is the difference between the person who ruins a customer’s day 
and the hero that wants nothing more than to get them on the water sooner. 

After all, the old saying goes that the sales department sells the fi rst boat and the service department sells the rest. Top-notch 
customer satisfaction is the ultimate retention tool.

We combined suggestions and ideas from some of the industry’s existing service superheroes. They highlight processes that indirectly lead 
to happy customers, as well as several ideas to implement within the dealership, but they all attribute one defi ning point to the success of the 
department: Focus on the people.

Having a warranty administrator is a huge relief for George’s 
Marine & Sports’s service manager.

Employees at Marine Connec-
tion are quick to thank owners 
for offering career-building 
opportunities.

VALERIE ZIEBRON

SAM DANTZLER

Boating Industry effectively reaches marine industry professionals by providing the high quality, unbiased content they need.  
In-depth feature articles, proprietary and secondary research, and business information provided within the pages of Boating Industry  
is the substantive intelligence that marine leaders need to compete and succeed.

An industry publication for 86 years, Boating Industry is the magazine of the marine dealer and industry professional. BI editors track 
ideas and trends as they develop for more than 59,925 readers, as well as support industry leaders by dialing in on the company news 
and information that readers need to know. 

Our readers continue to grow their business with new ideas, best practices and creative concepts found in each issue of Boating 
Industry. Each issue of BI is packed with valuable information including: 

 �LAUNCH: A venerable 
roundup of the latest 
news, market data  
and trends

  �COVER STORY:  A deep dive in high-interest topics 
of today’s market.

 �FEATURES: BI delivers two to three additional  
in-depth reports on hot topics

 �DATA: With partners like Spader and RBC, we can 
deliver trending that allows dealers and industry 
professionals to track their progress vs. the 
industry or their competitors

 �GUIDES:  
BI provides hands-on 
reference guides in  
several 2016 issues

 �MARKET FOCUS:  
Readers master the latest 
trends and information  
on an industry sector  
by reviewing our  
Market Focus

 �INDUSTRY RESOURCE:  
Boating Industry’s 
Resource Section.  
Advertise your product 
or service in this 
Resource Section and 
gain product awareness 
all year long
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12/16/15

12/22/15

Service 
Department 
Success 
Strategies

11 Lessons 
from top 
marinas

Marina 
Development 
& Design

Web Services 
Guide

Pontoons

A monthly 
roundup of 
people, news, 
market data 
and trends

International 
Marina & 
Boatyard 
Conference 
(IMBC)

2/24/16

3/1/16

Creating 
raving fans

American 
Boating 
Congress & 
Government 
Update

Parts & 
Accessories 
Merchandising

Finance Guide

Personal 
Watercraft

A monthly 
roundup of 
people, news, 
market data 
and trends

5/4/16

5/10/16

Evolution of 
boat design

Creating 
successful 
events

Fuels & 
Additives

Software Guide

Freshwater 
Fishing

A monthly 
roundup of 
people, news, 
market data 
and trends

Manufacturer 
Dealer 
Meetings

9/21/16

9/27/16

Finding (and 
keeping) good 
employees

Boat show 
tips from top 
dealers

Interiors: 
Color, material 
and design 
trends

Water Sports 
Accessories
Guide

Water Sports

A monthly 
roundup of 
people, news, 
market data 
and trends

Marine Dealer 
Conference & 
Expo (MDCE)

JANUARY	 FEBRUARY	 MARCH	  APRIL	  MAY	   JUNE/JULY	  AUGUST	 OCTOBER

11/20/15

11/25/15

2016 Industry 
Forecast

16 Marketing 
Trends for 
2016

Boat Clubs & 
Boat Sharing

2016 App 
Directory

Saltwater 
Fishing

A monthly 
roundup of 
people, news, 
market data 
and trends

8/31/16

9/6/16

Movers & 
Shakers

Digital 
Marketing ROI

What to see  
at IBEX

Engine 
Manufacturer 
Guide

Deck Boats

A monthly 
roundup of 
people, news, 
market data 
and trends

Int’l Boat-
builders’ 
Exhibition & 
Conference 
(IBEX) 

1/20/16

1/26/16

Building a 
top-notch 
sales 
operation

Planning your 
exit strategy

Audio & 
Entertainment

Insurance 
Guide

Sterndrive 
Engines

A monthly 
roundup of 
people, news, 
market data 
and trends

3/23/16

3/29/16

Top Products 
of the Year

Building a 
better budget

Trailers & 
Trailer
Accessories

Distributor 
Guide

Outboard 
Engines

A monthly 
roundup of 
people, news, 
market data 
and trends

ISSUE CLOSES

MATERIALS DUE

COVER
STORY

FEATURE

PRODUCT FOCUS

GUIDES 

MARKET 
TRENDS

LAUNCH

BONUS 
DISTRIBUTION

6/22/16

6/28/16

Market Data Book
The Annual Market 
Data Book combines 
Boating Industry’s pro-
prietary research with 
information compiled 
from dozens of industry 
sources into one of the 
most comprehensive 
market-wide resources 
in the marine business. 
Special section include 
Market Intelligence, 
Dealer Outlook, Con-
sumer Information and 
Manufacturer Data.

A monthly roundup  
of people, news, 
market data and trends

11/16/16

11/22/16

Top 100 Dealers 
Special Issue

	100 Dealerships
	1-20 Rankings
	�Company Profiles
	�Best in Class 
Awards

	�Hall of Fame 
Awards

A monthly roundup  
of people, news, 
market data and 
trends

JANUARY
2017

NOVEMBER/
DECEMBER

AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	
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ANNUAL MARKET DATA 

BOOK compiles critical  

boating information from  

20+ of the most respected 

data sources in the industry. 

Boating Industry Annual 

Market Data Book is the 

definitive planning guide 

for industry pros who are 

developing their business 

plans for the next year. 

MARKET 
INTELLIGENCE

 Auction Data

 U.S. Brokerage Sales

 �Boat Sales by State

CONSUMERS
 Boating Participation

 �All Recreational  
Boats In Use

 �Fishing Participation  
History

 Spending Trends

DEALERS
 Dealer Survey Results

 Spader Dealer Metrics

 �Boating Industry’s Top 
100 Dealer Statistics

 Same-store Sales

MANUFACTURERS
 Retail Boat Market

 �Boat Sales,  
New & Pre-owned

 �Outboard Boat  
& Engine Sales

 �Sterndrive, Inboard 
Cruiser, PWC and  
Ski Boat Sales

 �Jet Boat, Trailer, Inflatables 
and Sailboat Sales

 Exports

 Manufacturing PMI

 Market Share Data

THE ANNUAL MARKET DATA BOOK INCLUDES:
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Four Color	 1 x	 3 x	 6 x	 9 x
2 Page Spread	 $11,135	 $10,900	 $10,545	 $8,655
1/2 Page Horizontal Spread	 $9,600	 $9,400	 $9,100	 $7,500
Full Page	 $6,325	 $6,125	 $5,925	 $4,860
2/3 Page	 $5,100	 $4,985	 $4,825	 $3,975
1/2 Island	 $4,525	 $4,430	 $4,285	 $3,525
1/2 Page  	 $4,120	 $4,035	 $3,895	 $3,200
1/3 Page	 $3,275	 $3,210	 $3,105	 $2,540
1/4 Page	 $2,680	 $2,630	 $2,535	 $2,075
1/6 Page	 $2,075	 $2,030	 $1,960	 $1,610

Covers			   6 x	 9 x
Cover 2 (Inside Front Cover)	 $6,950	 $6,750	 $6,525	 $5,375
Cover 3 (Inside Back Cover)	 $6,750	 $6,550	 $6,235	 $5,110
Cover 4 (Back Cover)	 $7,485	 $7,185	 $6,840	 $5,615

Industry Resources		  3 x	 6 x	 9 x
1/2 Page Horizontal	 $1,995	 $1,895	 $1,775	 $1,725
1/4 Page Square	 $1,050	 $995	 $925	 $895
1/8 Page Horizontal	 $550	 $515	 $475	 $450

*Display rates are quoted gross, 15% agency commissionable per insertion
**Exception: Industry Resources rates quoted are net and not commissionable

Kathy Johnson / National Sales Director
kathy.johnson@boatingindustry.com
Phone:  763-383-4409
Fax:  480-988-3534

For States, Provinces and International: Alaska, Arizona, California, Colorado, Delaware, 
Georgia, Hawaii, Idaho, Illinois, Indiana, Iowa, Kansas, Louisiana, Maine, Michigan, Minnesota, 
Missouri, Montana, Nebraska, New Hampshire, New Jersey, New Mexico, Nevada, North 
Dakota, Ohio, Oklahoma, Oregon, Rhode Island, South Dakota, Texas, Utah, Vermont, Virginia, 
Washington, Wisconsin, Wyoming

Canada: British Columbia, Manitoba, Saskatchewan, Ontario.

International.

Christopher Pelikan / Senior Account Manager
cpelikan@boatingindustry.com 
Phone:  763-383-4408
Fax:  480-988-3534

For States and Provinces: Alabama, Arkansas, Connecticut, Florida, Kentucky, Maryland, 
Massachusetts, Mississippi, New York, North Carolina, Pennsylvania, South Carolina, 
Tennessee, West Virginia

Canada: New Brunswick, Nova Scotia, Quebec.

AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	

2016 advertising rates

Boating Industry is published by EPG Media & Specialty 
Information, the leading source of information in the 
marine and powersports industries with titles such as, 
Powersports Business, Rider, Thunder Press  
and SnowGoer.

BUILD YOUR BRAND, INFLUENCE BUYING DECISIONS 
AND GROW SALES AMONG THE MOST POWERFUL 
MARINE PROFESSIONALS IN THE MARKET.

Boating Industry is audited by and adheres to the standards of
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ELECTRONIC ADVERTISING MATERIALS:
The production department at Boating Industry 
uses Adobe InDesign on Mac systems. Please take 
this into consideration when preparing files. Please 
indicate what format/software your materials are 
in when submitting your materials. If you have 
any questions about acceptable formats, please 
contact our Production Artist at 763-383-4450.

WE PREFER MATERIALS SUPPLIED IN 
THE FOLLOWING FORMATS:
EPS, TIFF, PDF (created using Acrobat Distiller, 
embed all fonts without subsetting)
We prefer ads to be designed in the following 
layout/graphics software:

Adobe InDesign
QuarkXpress 
Adobe Illustrator 
Adobe Photoshop 

WE DO NOT ACCEPT ADS 
CREATED IN THE FOLLOWING:
Microsoft Word, Microsoft Powerpoint
Microsoft Publisher, Corel Draw

COLOR: Unless you have contracted  
to run a PMS color, all colors must be CMYK.

IMAGES: Include all graphics and images placed, 
imported or embedded in your ad. Be sure to 
convert images from RGB to CMYK. Scanned 
images must be a minimum 266 dpi. Avoid 
“nesting” – importing graphics which contain 
embedded graphics into a page layout program. 
Avoid applying special effects to TIFF files within 
a page layout application as they may not transfer 
when the ad is positioned for printing.

PROOFS: Advertisers must supply a proof of the 
ad printed at 100% of the actual size. We do not 
accept responsibility for and cannot guarantee the 
quality of electronic ads supplied without a proof.

SHORT RATES: Advertisers/agencies will be 
short-rated if, within a 12-month period from 
the date of the first insertion, they do not use the 
amount of space upon which their billings have 
been based.

AD SUBMISSION INFORMATION: 
Please submit ads via SendThisFile: 
Site: http://epgmediallc.com/send-file
Password: EPG
Once submitted, SendThisFile will automatically 
notify Production that an ad has been sent. 
If sending packaged digital files, please 
compress and package as a .zip file before 
submitting. 

Live Area
(non-bleed items)

8.375 x 10.375”

FULL PAGE

Trim/Book Size
8.75 x 10.75”

BLEED OUT TO
9 x 11”

1/3 SQ 1/6V

1/2 H

1/6 H

1/2 ISLAND

1/3 V 2/3 V

1/4 SQ

1/8 H

1/4 STRIP

1/3 STRIP

 SIZES	 WIDTH	 HEIGHT 
 2 Page Spread*	 17.5”	 10.75” 
 2 page spread with Bleed*	 17.75”	 11” 
 1/2 page horizontal spread	 16.5”	 4.5” 
 Full page (trim Size)*	 8.75”	 10.75” 
 Full Page with bleed*	 9”	 11” 
 2/3 Page vertical	 5”	 9.75” 
 1/2 Page Island	 4.75”	 7” 
 1/2 Page Horizontal	 7.75”	 4.5” 
 1/2 Page vertical	 3.625”	 9.75” 
 1/3 Page Square	 4.75”	 4.5” 
 1/3 Page Strip	 7.75”	 3.125” 
 1/3 Page Vertical	 2.25”	 9.75” 
 1/4 Page Square	 3.625”	 4.5” 
 1/4 Page Strip	 7.75”	 2.25” 
 1/6 Page Horizontal	 4.75”	 2.175” 
 1/6 Page Vertical	 2.25”	 4.5” 
 1/8 page horizontal	 3.625”	 2.155”

1/2 V

CONTACT

KELSEY HOULE
PRODUCTION ARTIST
763-383-4450
khoule@boatingindustry.com  

CONTRACT CONDITIONS
Special Position
Guaranteed positions charged an additional 10%.
 
Advertising Policies
All advertising is subject to publisher’s approval. No 
fraudulent or misleading advertising will be accepted. 
Advertising that simulates editorial content must carry label 
“Advertisement” set in at least 10-point type at top of ad.  
If copy instructions for contracted ads are not received by 
the closing date, the publisher reserves the right to repeat 
a previous ad of the same size. No cancellations accepted 
after ad closing date.

Client/Agency Responsibility
In the event that an advertiser has paid the advertising 
agency for ads and the publisher is not paid by the agency, 
the advertiser is fully responsible for paying all invoices due 
to the publisher.
 
Payment Terms
Net 30 days. A service charge of 1.5% per month will be 
added on all accounts more than 30 days past due. All 
orders accepted are subject to the publisher’s credit terms.

Mailing Instructions: All materials, 
including advertising, insertion orders, 
contracts, product releases and other 
correspondence, should be sent to:

Boating Industry
EPG Media & Specialty Information
10405 6th Ave. N, Suite 210 
Minneapolis, MN 55441

Ph: 763-383-4400
Fax: 763-383-4499

*NOTE:  All illustration and copy not intended to bleed should be kept 3/8” from all sides.

AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	
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Elevate Your Brand…  
Become a Thought Leader

Sponsoring an electronic 
white paper allows 
your company to 
demonstrate its expertise 
and intelligence in a 
specific topic area while 
promoting your brand to 
marine industry leaders 
through print, social 
media, online, 
e-newsletters and at 
times, in person. 

Your message, your way… 

A company close-up is an 
excellent way to tell your 
story. We can deliver your 
company close-up in print, 
online, through e-mail, social 
media and in person. All writing 
and interviews, design and 
production is handled by  
Boating Industry. 

Custom media can be a perfect solution for companies with specific needs:

To find out more about how your company can take advantage of these  
unique marketing opportunities, please contact your Account Manager.

CUSTOM MEDIA
AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	

Custom Media

 �COMPANY CLOSE-UP  
OR CASE STUDY

 E-WHITE PAPER 



Boating Industry

www.BoatingIndustry.com10  | | 2016 MEDIA PLANNING GUIDE

E-NEWS
Reach more than 12,500 
email subscribers by  
advertising within Boating 
Industry’s twice weekly  
e-newsletter. 

ONLINE
The latest news, industry 
polling, in-depth interviews 
and how-to videos are just 
some of the valuable  
content readers and 
advertisers find on  
www.boatingindustry.com.

DIGITAL 
EDITIONS
Readers receive Boating 
Industry’s Digital Editions 
which provide opportunity 
for readers to see 
slideshows, videos and 
listen to interviews.

WEBINAR
Build your company’s brand 
recognition and respect by 
sponsoring a webinar hosted 
by Boating Industry and 
personally selected  
industry experts.

SOCIAL 
MEDIA
Effectively navigate the 
social scene by enlisting 
our social media gurus! 
We’ll assess your situation 
and design a social strategy 
that’s right for you! 

DIGITALCUSTOM MEDIA
AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	
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ONLINE PRODUCT SHOWCASE

Per month	 $295

Full Year	  $2,500

 ADVERTISING RATES FOR BOATINGINDUSTRY.COM

			   FILE SIZE	 COST PER 
AD UNIT 	 DIMENSIONS	 MAX	 MONTH**
Super Leaderboard	 970 x 90 pixels	 70k	 $3,500

Leaderboard	 728 x 90 pixels	 70k	 $3,200

Half Page	 300 x 600 pixels	 40k	 $2,500

Skyscraper	 160 x 600 pixels	 40k	 $2,200

Medium Rectangle	 300 x 250 pixels	 40k	 $2,200

Banner	 468 x 60 pixels	 40k	 $1,800

Half Banner	 234 x 60 pixels	 25k	 $1,200

Large Button	 160 x 160 pixels	 40k	 $1,200

Button	 125 x 125 pixels	 25k	 $1,000

Wallpaper				    $1,050

* Maximum 3 rotations, 12 seconds per rotation. File type: .jpg, .gif, or flash      ** All prices net.

DIGITALCUSTOM MEDIA

Prominently feature your 
products and services on 
our home page with a photo, 
description and URL link to 
your own website. 

The Online Product  
Showcase delivers a huge 
average click-through rate. 
Take advantage of this  
low-cost, high-return  
opportunity today!

PRODUCT SHOWCASE PRICING

MATERIALS NEEDED: 158 x 110 pixel 
image of the product in jpg file format,  
20 character description, URL link.

LEADERBOARD SKYSCRAPER

MEDIUM 
RECTANGLE

WALLPAPER

The “Hub” of the marine industry, www.boatingindustry.com, publishes late-breaking 
news and information critical to industry professionals. Viewers find the latest company 
news and information, links to webinars, exclusive web content, new products, tutorials 
and video clips; all in an easy-to-navigate location.

Online

AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	
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 E-BLAST 

Want your message to reach Boating 
Industry’s valuable email database? As a print 
advertiser with Boating Industry, you have the 
opportunity to reach our exclusive audience 
of third-party opt-in email subscribers directly 
with your sales message. 

  AD SIZES FOR THE E-NEWSLETTER
		
 AD UNIT	 SIZE	 FILE SIZE
 Leaderboard	 728 x 90 pixels	 60k

 Full Banner	 468 x 60 pixels	 40k

 Text Ad	 N/A	 N/A

Reach your target audience right at their desks.E-News

Reach more than 
15,000 email subscribers
by advertising within  
Boating Industry’s  
twice weekly e-newsletter. 

1

2

3

4

5

  RATES FOR THE E-NEWSLETTER
		
 AD PLACEMENT*	 COST PER EDITION	 COST PER MONTH
 Position #1	 $450	 $3,240

 Position #2	 $325	 $2,340

 Position #3	 $275	 $1,980

 Position #4	 $225	 $1,620

 Position #5	 $200	 $1,440

 Monthly Top 10 Newsletter $325 per position. Distributed the first 
 Monday of each month.

*Note: Position placement based on availability at time of 
reservation. Position #1 limited to 728x90 Leaderboard only.

AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	
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DIGITALCUSTOM MEDIA

Unleash the Power of Digital. Boating Industry’s Digital Edition notification and issue offers a unique way to 
reach the marine industry right at their desks! Don’t let this low-cost, highly effective opportunity pass you by!

 SIDEBAR ADS
Great exposure –  
your ad will be present 
throughout the entire reader experi-
ence, never closes and includes 
hyperlink. Two sidebar ad positions 
available. | Size: 300 x 250  Price: 
$650 monthly placement per posi-
tion — or — One larger position: 
Size: 300 x 600   Price for larger 
size: $1,250 per month

 COVER WRAP
Place a half or full page cover wrap 
over the front cover – your message 
will be the first seen as our readers 
land on the magazine, complete with 
link capabilities. 
Half Page Price: $950 
Full Page Wrap with back cover 
$1250 per month

 COVER CURL
Bring special attention to your ad by 
adding a cover curl to the cover of 
the magazine, which links directly to 
your ad. Breeze past your competi-
tors and have your message on the 
front cover. | Price: $350

 �ROADBLOCK 
ADS

Gain immediate 
exposure with a 
hot-linked roadblock ad that opens 
before the magazine loads. Your 
ad will be the first thing thousands 
of readers will see. One position 
available per issue.
Size: 400 x 325  
Price: $450 per month

 VIDEO/AUDIO
Adding video lets you illustrate 
exactly what you offer! Greet read-
ers with a demonstration of your 
product or service that shows its 
true benefit. Recommended length: 
Up to 5 minutes with placement 
anywhere in the issue. 
Size: 400 x 400   Price: $750

 �CALL  
BACK CARD

The custom call back 
card invites the reader 
to reach out to you in real time. The 
form can be customized to your 
need and placed within your ad. 
Leads sent to you in real time with 
full reports available. Placement 
over your ad. | Price: $300

 SLIDE SHOW
Add visual appeal to your ad by 
placing a custom photo slide show 
of your products or event directly 
onto your advertisement. 10-12  
images, placement over your ad.
Size: 500x700   Price: $750

ADVERTISING OPTIONS

Digital Editions

AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	
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2015-2016 BOATING INDUSTRY 
WEBINAR PARTNERSHIP 
OPPORTUNITIES
Boating Industry has effectively hosted successful webinars 
for the industry since 2010! Our webinars attract 300+ 
attendees on average and deliver real results for our sponsors. 
Here’s a sampling of some of the topics we can cover:

+ 	F & I Compliance: What you need to know
+ 	Sales Comp Plans: The best ones
+ 	�Event Sales: How to effectively host and sell!
+ 	�P&A Profitability: Little changes make big difference
+ 	Social Media: What you need to know today
+ 	Staffing for Max Profits
+ 	Hiring Best Practices 
+ 	Don’t see your topic? Let us know…

AS A WEBINAR SPONSOR, YOU’LL:
+ 	�Position your company as a Thought Leader in the industry
+ 	Speak directly to your potential customers
+ 	Generate qualified leads
+ 	�Share your company’s expertise, vision and solutions
+ 	�Capitalize on the Boating Industry brand. Studies show 

that connecting a well-respected content provider to your 

webinar drives attendance. Your company will benefit by 

partnering with Boating Industry
+ 	�Webinar sponsorship allows sponsor to participate with 

content in front of your key prospects and clients
+ 	Raise your profile

Webinar
Build your company’s brand recognition and respect by sponsoring a webinar by Boating Industry.

   PRICING

	 Sponsor three or more webinars within 12-month period:............................$6,000 per webinar
	 Single webinar sponsorship:......................................................................................... $8,500 

BOATING INDUSTRY WILL:
+ 	�Provide turnkey execution, including promotion,  

administration and facilitation of webinar
+ 	�Determine speakers and panelists with your input
+ 	�Market webinar to drive awareness and participation 

before, during and post-webinar
+ 	�Provide registration and management of attendees
+ 	�Perform professional moderation of ‘live’ webinar
+ 	Secure expert panelists
+ 	�Provide recording of webinar to be posted on  

www.boatingindustry.com as well as your  

company website
+ 	�Supply a report of webinar attendees and registrants

AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	
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EVENTDIGITALDIGITALCUSTOM MEDIA

Marine Dealer Conference & Expo (MDCE)

The Marine Dealer Conference & Expo is the largest 
independent dealer event in North America, and it is developed 
for marine dealers by marine dealers. While at MDCE, 
dealers are exposed to the latest strategies, best practices, 
expert advice and business solutions through more than 30 
educational sessions and numerous networking opportunities. 
Geared to provide high-value content on how to manage, 
strengthen and grow their businesses, the MDCE brings 
together leading dealers with industry and subject-matter 
experts and the businesses that offer them business solutions. 

Four educational tracks focus closely on sales, management, 
marketing, leadership, service, F&I and other topics critical 
to their success. In between sessions, at lunches and during 
numerous networking events, those dealers network with their 
peers and industry suppliers in the largest dealer-specific expo 
hall available. 

ATTENDEES: Marine dealers and industry professionals 
who support them

EXHIBITORS/SPONSORS: More than 100 exhibitors, 
including 30+ boat builders support the MDCE through 
sponsorship or exhibiting.

DECEMBER 5-8, 2016
ORANGE COUNTY CONVENTION CENTER / ROSEN CENTRE
BROUGHT TO YOU BY: 

AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	
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MDCE will put you and your company up close and 
personal with the best prospects in your target market.

“POWERED BY” SPONSORSHIP
The MDCE “Powered By” Sponsorship is ideal for 
any company looking to gain maximum exposure 
before, during and after the MDCE. This limited-
opportunity MDCE package includes:

 Your company logo will be showcased on the 
cover of all MDCE brochures, including the Show 
Directory, on all registration forms, print promotional 
ads, onsite signage, registration bags, the MDCE 
entrance unit, the digital podiums at the general 
sessions, and more.

 Powered By Sponsors can choose one event 
to sponsor from a list of special event sponsorship 
opportunities on-site. 

 Your company’s ads will be featured on the 
official MDCE website as well as on  
BoatingIndustry.com’s MDCE pages.

 Your company’s ads will be featured in multiple 
e-newsletters to 12,500 email subscribers.

 Your company literature, up to four pages, will be 
inserted into 1,400 registration bags.

 Your sponsorship comes with four 
complimentary attendee registrations.

 And a substantial booth space of up to 20’ x 20’ is 
included in the Powered By package and if you desire 
more space, you’ll be provided with preferred rates.

TRACK SPONSORSHIP
Demonstrate your commitment to helping dealers 
grow by sponsoring one of the three educational 
tracks offered at the MDCE. This limited-opportunity 
MDCE package includes:

 Your logo will be showcased on high-impact 
signage on-site at the MDCE, right outside the entry 
to the Track Sessions.

 Your logo will also be placed strategically on 
the Door Panels around the main doorways into the 
Track Sessions.

 Your company will be announced as the  
Track Sponsor at the beginning of each day’s 
educational sessions.

 A representative from your company will be 
introduced by the MDCE Show Staff and will have the 
opportunity to introduce the first speaker of each day.

 Your company logo will be displayed prominently 
on podium signage, inside the onsite brochure, and 
on track signage.

 Your company literature, up to four pages, will be 
inserted into 1,400 registration bags.

 Your company will be listed as a Track Sponsor 
on the official MDCE website as well as on 
BoatingIndustry.com’s MDCE pages.

Sponsor

AUDIENCE        MARKETING SOLUTIONS        PRINT        DIGITAL        EVENTS	
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FLASH DRIVE SPONSORSHIP
Stay in front of MDCE attendees on a year-round 
basis by placing your company logo on one of the 
most coveted take-home items the event provides 
to its attendees. Not only does this flash drive 
include the slide decks and take-home materials 
from many of the MDCE presentations, but we’ll 
also include your company literature, as well. 

PEN SPONSORSHIP
Become an integral part of the MDCE experience 
and sponsor the pens that dealers will use to take 
notes and jot down ideas they will use to improve 
their businesses. We’ll provide a high-quality pen 
with your logo on it (which you can pre-approve) 
into the hands of every attendee of MDCE. The 
Pen Sponsorship is the perfect way to remain 
top-of-mind throughout the event.

OFFICIAL SPONSORSHIP
The Official Sponsorship is ideal for any company 
that wants to maximize its presence at MDCE 
with on-site promotion and a physical exhibit. 
This MDCE sponsorship opportunity includes:

 Your logo on all signage promoting the 
numerous between-session breaks at the MDCE. 

 Your company literature, up to four pages, will 
be inserted into 1,400 registration bags.

 Your company will be listed as an Official 

Sponsor on the official MDCE website as well as 
on BoatingIndustry.com’s MDCE pages.

 Your sponsorship comes with two 
complimentary attendee registrations.

 And a 10’x10’ booth space is included in the 
Official Sponsor package, and if you desire more 
space, you’ll be provided with preferred rates.

ADVERTISE
Make sure your company message is in the 
hands of every MDCE attendee at the show. 
Pique their interest and drive them to your 
booth by advertising in the MDCE Show 
Directory. Attendees utilize the Show Directory 
for the critical information needed to navigate 
MDCE, such as the schedule of events, track 
and session information, speaker bios, list of 
exhibitors, exhibitor map, interviews with top 
speakers and more. 

Full-page 4-color:  $2,100
Half-page 4-color:  $1,400
Quarter-page in Marketplace section:  $650

EXHIBIT
Display your products and services at what other exhibitors call their  
“No. 1 show of the year.”

Larger booth space pricing and customized bulk space is also available 
upon request. All display sizes include two attendee badges, a FREE 
listing on the official MDCE website, and inside the show directory.

  10’ x 10’ booth space 

  10’ x 20’ booth space 

  10’ x 30’ booth space 

  20’ x 20’ exhibit space

  20’ x 30’ exhibit space

  20’ x 40’ exhibit space

  30’ x 30’ exhibit space

  30’ x 40’ exhibit space

  40’ x 40’ exhibit space

  40’ x 50’ exhibit space

Sponsor

ENTRANCE
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Jonathan Sweet
763-383-4419
Editor-In-Chief
jsweet@boatingindustry.com

INTELLIGENCE YOU 
CAN PROFIT FROM

Boating Industry is published by EPG Media & Specialty Information, the leading source of information in the powersports and 
marine industries, with titles such as Powersports Business, Rider, Thunder Press and SnowGoer, in addition to a number of 
events, websites and electronic media options.

CONTACT US:  

Amy Collins
763-383-4423
Group Publisher
acollins@boatingindustry.com

CONTACT

Liz Keener
763-383-4413
Senior Editor
ekeener@boatingindustry.com

Brianna Liestman 
763-383-4424
Managing Editor
bliestman@boatingindustry.com

Boating Industry is 
audited by and adheres 
to the standards of

Kathy Johnson 
763-383-4409
National Sales Director 
kathy.johnson@boatingindustry.com

For States, Provinces and International: Alaska, Arizona, California, Colorado, Delaware, 
Georgia, Hawaii, Idaho, Illinois, Indiana, Iowa, Kansas, Louisiana, Maine, Michigan, 
Minnesota, Missouri, Montana, Nebraska, New Hampshire, New Jersey, New Mexico, 
Nevada, North Dakota, Ohio, Oklahoma, Oregon, Rhode Island, South Dakota, Texas, Utah, 
Vermont, Virginia, Washington, Wisconsin, Wyoming

Canada: British Columbia, Manitoba, Saskatchewan, Ontario.

International.

Christopher Pelikan 
763-383-4408
Senior Account Manager
cpelikan@boatingindustry.com

For States and Provinces: Alabama, Arkansas, Connecticut, Florida, Kentucky, Maryland, 
Massachusetts, Mississippi, New York, North Carolina, Pennsylvania, South Carolina, 
Tennessee, West Virginia

Canada: New Brunswick, Nova Scotia, Quebec.
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Dodi Vessels
763-383-4446 
Managing Art Director
dvessels@boatingindustry.com

Kelsey Houle
763-383-4450
Production Artist
khoule@boatingindustry.com

Susan Clement
763-383-4454
Show Manager
sclement@boatingindustry.com


